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Being a small and medium sized foreign trade company, company T grows from 
only three people to now more than two hundred staff. Sales department is one of the 
important departments of the enterprise. It plays a significant role in the company 
operation and management. In recent years, sales department of company T always 
has high staff turnover with frequent personnel changing. Main reasons for leaving 
which we learned through exit interviews included: employees feel it’s hard to target 
continued growth in the company, have no faith on the long-term development 
prospects. Sales feel that the lack of effective guidance of the work and fair 
evaluation. There is no big difference between working more and working less which 
is greatly against the enthusiasm of the staff. How to implement the Performance 
Management on sales people through scientific methods, how to stabilize the sales 
team and stimulate sales people’s capability, those are what company T need to solve 
promptly. 
This article seeks to use relevant theoretical knowledge and research methods 
about performance management and Performance Management experience of 
domestic and overseas well-known corporate sales personnel, find out the major 
problems and analyze the problems based on the status of current performance 
management system of sales department in company T. Then make a new staff 
performance management system again and make some improvements in specific 
operational improvement program to help enhance T's core competitiveness of 
enterprises. 
The research object of this article is based on the company T’s sales department. 
However, being an 18-years small and medium enterprise, human resources 
management issues faced by the company T should be a common phenomenon in the 
growth process of each small and medium enterprise may encounter. Therefore, I feel 
that the diagnosis, analysis on performance management for company T and proposed 
improvement model are not only useful for company T, but also can be referable and 
valuable for other trading companies. 
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